CHAPTER XVT
PSYCHOLOGY IN BUSINESS1
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In recent years no other field of applied psychology has been the
cause of more interest and research than the field of business, Some of
this research was chiefly theoretical, but more of it was practical
It centers around such practical problems as the most effective appeals,
color, and size of advertisements; who the customers for a specific
product are, and what kind of product they want and need; the mental
ability and personal qualities of the successful and unsuccessful
salesman
ADVERTISING
Advertising in the United States has developed into an annual 2
billion dollar business. It has been estimated2 that in 1937 the money
spent for advertising was distributed among the various media as
follows:
1 This chapter was written by Martha Ann Blosser, Senior Psychological Tester,
Pennsylvania State Council for the Blind, Department of Welfare.
2 Rowse, B. J., and Fish, L. J., Fundamentals of Advertising, p. 20, South-
western Publishing Company, Inc., New York, 1937,
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